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An AICPA publication for the local firm
STUDYING THE MARKET FOR YOUR FIRM’S SERVICES
During the past five years, many CPA firms have 
initiated formal practice development programs. 
Some have found that their efforts have resulted in 
significant practice growth, while others have found 
marketing to be time-consuming, unproductive and 
expensive. What has differentiated the successful 
practice development programs from the unsuc­
cessful ones? The answer lies in an understanding of 
the marketplace. In fact, the more complete the 
understanding of the marketplace, the greater the 
success of a marketing program.
The most effective and efficient way to gain a 
thorough understanding of the market for CPA ser­
vices is to conduct a client satisfaction and referral 
study. This necessitates interviewing not only busi­
ness owners/managers (clients and prospective cli­
ents) but also attorneys and bankers—the major 
referral sources.
Businesses are surveyed to obtain the following 
information:
□ Demographics—number of employees, SIC 
classification, type of business entity (public or 
private), geographic location and role of the 
respondent in the selection/termination of a 
CPA firm (decision maker, recommender or 
other).
□ Current CPA firm—name, services provided, 
number of years engaged by the business and 
the respondents degree of satisfaction.
□ Degree of familiarity with other CPA firms in 
the area.
□ Perceptions of CPA firms—overall quality of 
services plus the quality of the major service 
segments (accounting and audit, tax, and man­
agement advisory services), cost of services, 
and the firms’ interest in obtaining new 
business.
□ Identification of a potential replacement can­
didate if the respondent could no longer work 
with the present CPA firm.
□ Factors considered in the evaluation of CPA 
firms—fees, location, size of firm, local vs. na­
tional firm, recommendations of others, etc.
With this survey data, the market penetration 
(i.e., the number of clients of a CPA firm divided by 
the total number of business respondents in the 
survey) for each CPA firm can be determined not 
only in total but by industry classification and em­
ployment size. From this information, the market 
segments in which each CPA firm competes can be 
identified.
The key foundation to a successful practice de­
velopment program is for the CPA firm to have a 
satisfied client base. Therefore, if the survey indi­
cates some dissatisfaction among your clients, you 
should work to improve service to present clients 
rather than pursue client development prospects.
The degree of familiarity with your CPA firm that 
businesses show can be viewed in two ways: (1) What 
percentage of the businesses are familiar with your 
firm? and (2) How familiar are businesses with your 
firm compared with other CPA firms? This informa­
tion provides insight into the need for advertising 
and public relations.
Perceived quality of services reveals your firm’s 
strengths and weaknesses, as well as the strengths 
and weaknesses of your major competitors. This 
knowledge enables you to focus on your firm’s 
strengths when pursuing new clients and also sug­
gests areas where your firm needs to enhance its 
capabilities.
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It is very useful to obtain respondents’ perceptions 
of the cost of services. The information may indicate 
that your fee structure is low compared to other CPA 
firms, and that, perhaps, an increase is in order. On 
the other hand, it may indicate that your fees are 
high relative to other firms. In this case, fees must be 
compared with the quality of services so that the 
value of the firm’s services can be determined. Some 
CPA firms may charge high fees, but they may also 
provide high quality services and their clients re­
ceive good value.
Interest in obtaining new business indicates the 
marketplaces perception of the aggressiveness and 
effectiveness of your practice development program 
and this can give insights into the magnitude and/or 
direction of future efforts.
Identification of potential replacement candi­
dates for the current CPA firm shows the respond­
ents awareness of your firm and competing CPA 
firms and the image they have of you.
The attorney and banker sections of the survey 
provide not only insights into the referral activities 
of these groups, but also the perceptions of the re­
spondents toward CPA firms. The major elements of 
these two sections are
□ Demographics—title of respondent, years of 
experience, location and size of firm.
□ Referral practices—frequency of referrals and 
type of services referred.
□ Degree of familiarity with other CPA firms.
□ Perceptions of the quality of services of other 
CPA firms.
□ Perceptions of fee structures and of respon­
dents interest in obtaining new business for 
CPA firms.
□ Identification of the specific CPA firms that are 
referred by attorneys and bankers.
□ Factors utilized in the evaluation of CPA firms 
for referral purposes (fees, location, size of 
firm, local versus national firm, recommen­
dations by others, etc.).
This information will enable your firm to develop 
specific strategies such as targeting marketing 
efforts toward attorneys or bankers or both; deter­
mining the need for seminars, luncheons and other 
marketing efforts directed at these two groups; and 
determining which elements of your practice to em­
phasize when targeting attorneys and bankers.
In summary, the client satisfaction and referral 
study will provide you with information on the mar­
ket’s perception of your strengths and weaknesses, 
as well as those of the other CPA firms in your area. 
Your positioning in the overall market will be de­
tailed, as will that of the other CPA firms with which 
you directly compete. The role of referral sources 
will become evident and the perceptions these attor­
neys and bankers have of your firm and your com­
petitors will be clear. Finally, through analyzing the 
individual responses, you will be able to identify 
prospective clients, as well as learn which of your 
clients, if any, are dissatisfied with your firm's 
services.
Using this information, you can take the following 
approaches to your practice development pro­
grams:
□ Practice development efforts based on your 
firm's strengths and, possibly, on your major 
competitors’ weaknesses.
□ Advertising and public relations, based on the 
marketplace’s familiarity and perceptions.
□ Targeted marketing efforts directed toward po­
tential clients who are dissatisfied with their 
current accounting firm.
□ Programs that are directed only toward the 
referral sources that can enhance your practice 
development.
Since surveys at various management of an ac­
counting practice conferences around the country 
show that CPA firms are now spending 1 to 3 percent 
of their incomes on practice development activities, 
the need to focus these expenditures properly is 
critical. Many practitioners I meet find that a 
well-designed and executed client satisfaction and 
referral study will provide the data on which to 
base an efficient, cost-effective practice develop­
ment plan. □
—by Jay Nisberg 
Jay Nisberg & Associates
14 Pelham Lane 
Ridgefield, Connecticut 06877
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Highlights of Recent Pronouncements
FASB Statements of Financial 
Accounting Standards (SFASs)
No. 80 (August 1984), Accounting for Futures 
Contracts
□ Establishes standards of accounting and re­
porting for futures contracts.
□ Requires that a change in the market value of a 
futures contract be recognized as a gain or loss 
in the period of the change unless the contract 
qualifies as a hedge of certain exposures to 
price or interest-rate risk. Immediate gain or 
loss recognition is also required if the futures 
contract is intended to hedge on an item that is 
reported at fair value.
□ Requires that a change in the market value of a 
futures contract qualifying as a hedge of an 
existing asset or liability be recognized as an 
adjustment of the carrying amount of the 
hedged item. A change in the market value of a 
futures contract that is a hedge of a firm com­
mitment shall be included in the measurement 
of the transaction that satisfies the com­
mitment.
□ Effective for futures contracts entered into 
after December 31, 1984.
No. 79 (February 1984), Elimination of Certain Dis­
closures for Business Combinations by Nonpublic 
Enterprises
□ Amends APB Opinion no. 16, Business Com­
binations, to eliminate the requirement for 
nonpublic enterprises to disclose pro forma 
results of operations for business combinations 
accounted for by the purchase method.
□ Effective for financial statements for fiscal 
years beginning after December 15, 1983. Ear­
lier application is permitted in financial state­
ments that have not previously been issued.
No. 78 (December 1983), Classification of Obliga­
tions That Are Callable by the Creditor
□ Amends ARB no. 43, chapter 3A, "Current As­
sets and Current Liabilities,” to specify the 
balance sheet classification of obligations that 
by their terms are or will be due on demand 
within one year (or operating cycle, if longer) 
from the balance sheet date. Also specifies the 
classification of long-term obligations that are 
or will be callable by the creditor either be­
cause the debtor's violation of a provision of the 
debt agreement at the balance sheet date 
makes the obligation callable or because the 
violation, if not cured within a specified grace 
period, will make the obligation callable. Such 
callable obligations are to be classified as cur­
rent liabilities unless the creditor has waived 
or subsequently lost the right to demand re­
payment for more than one year (or operating 
cycle, if longer) from the balance sheet date; or, 
for long-term obligations containing a grace 
period within which the debtor may cure the 
violation, it is probable that the violation will 
be cured within that period, thus preventing 
the obligation from becoming callable.
□ Effective for financial statements for fiscal 
years beginning after December 15, 1983, and 
for interim accounting periods within those 
fiscal years.
No. 77 (December 1983), Reporting by Transferors for 
Transfers of Receivables with Recourse
□ Specifies that a transferor ordinarily should 
report a sale of receivables with recourse 
transaction as a sale if the transferor surren­
ders its control of the future economic benefits 
relating to the receivables; the transferor can 
reasonably estimate its obligation under the 
recourse provisions; and, the transferee cannot 
return the receivables to the transferor except 
pursuant to the recourse provisions. If those 
conditions do not exist, the amount of proceeds 
from the transfer should be reported as a 
liability.
□ Requires that the transferors financial state­
ments disclose the proceeds to the transferor 
during each period for which an income state­
ment is presented; and, if the information is 
available, the balance of the receivables trans­
ferred that remain uncollected at the date of 
each balance sheet presented.
□ Effective for transfers made after December 31, 
1983, including those made pursuant to earlier 
agreements.
No. 76 (November 1983), Extinguishment of Debt
□ Amends APB Opinion no. 26, Early Extinguish­
ment of Debt, to make it apply to all extinguish­
ments of debt, whether early or not, other than 
those currently exempted from its scope, such 
as debt conversions and troubled debt restruc­
turings.
□ Specifies what shall be considered an ex­
tinguishment of debt. Debt shall be considered 
extinguished for financial reporting purposes 
if the debtor pays the creditor and is relieved of 
all its obligations with respect to the debt; the 
debtor is legally released from being the pri­
mary obligor under the debt either judicially 
or by the creditor and it is probable that the 
debtor will not be required to make future 
payments with respect to that debt under any 
guarantees; or, the debtor irrevocably places 
cash or other assets in a trust to be used solely 
for satisfying scheduled payments of both in­
Practicing CPA, November 1984
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terest and principal of a specific obligation and 
the possibility that the debtor will be required 
to make future payments with respect to that 
debt is remote.
□ Effective for transactions entered into after De­
cember 3, 1983.
No. 75 (November 1983), Deferral of the Effective Date 
of Certain Accounting Requirements for Pension 
Plans of State and Local Governmental Units
□ Amends FASB Statement no. 35, Accounting 
and Reporting by Defined Benefit Pension Plans, 
to defer indefinitely its applicability to pen­
sion plans of state and local governmental 
units pending further action by the Financial 
Accounting Standards Board.
□ Effective upon issuance retroactive to fiscal 
years beginning after December 15, 1980.
FASB Interpretation
No. 38 (August 1984), Determining the Measurement 
Date for Stock Option, Purchase, and Award Plans 
Involving Junior Stock (interprets APB Opinion no. 
25).
No. 37 (July 1983), Accounting for Translation Adjust­
ments upon Sale of Part of an Investment in a Foreign 
Entity (interprets SFAS no. 52).
Statements on Auditing Standards
No. 49 (September 1984), Letters for Underwriters
□ Supersedes SAS no. 38, Letters for Underwriters.
□ Changes are in response to revisions of finan­
cial reporting requirements of the SEC and other 
developments in auditing and reporting practices.
□ Effective for letters for underwriters dated on 
or after October 31, 1984.
No. 48 (July 1984), The Effects of Computer Process­
ing on the Examination of Financial Statements
□ Supersedes SAS no. 3, The Effects of EDP on the 
Auditor's Study and Evaluation of Internal 
Control.
□ Amends SAS no. 22, Planning and Supervision, 
to include additional planning considerations 
as a result of computer processing.
□ Amends SAS no. 23, Analytical Review Pro­
cedures, to include consideration of computer­
generated data as a factor when planning and 
performing analytical review procedures.
□ Amends SAS no. 1, section 320, The Auditor’s 
Study and Evaluation of Internal Control, by 
1 Describing the characteristics of computer 
processing which may have an effect on in­
ternal control.
2 Recognizing that classifying controls into 
general and application has no effect on the 
objective of internal accounting control.
3 Adding a discussion of the interdependence 
of control procedures.
Practicing CPA, November 1984
Examples related to the use of computer pro­
cessing are also added.
□ Amends SAS no. 31, Evidential Matter, to clar­
ify that audit evidence is not affected by the use 
of computer processing. Only the method by 
which the auditor gathers that evidence can be 
affected.
□ The amendments of the entire statement are 
effective for examinations of financial state­
ments for periods beginning after August 31, 
1984. Earlier application is encouraged.
No. 47 (December 1983), Audit Risk and Materiality 
in Conducting an Audit
□ Provides guidance on the auditors considera­
tion of audit risk and materiality when plan­
ning and performing an examination of finan­
cial statements in accordance with generally 
accepted auditing standards.
□ Effective for examinations of financial state­
ments for periods beginning after June 30, 
1984.
Statement on Standards for
Accounting and Review Services
No. 5 (July 1982), Reporting on Compiled Financial 
Statements
□ Amends the reporting standard and example 
set forth in paragraphs 14(a) and 17 of State­
ment on Standards for Accounting and Review 
Services no. 1.
□ Applies to periods ending on or after December 
31, 1982.
Statements on Standards for 
Management Advisory Services
No. 3 (November 1982), MAS Consultations
□ Provides guidance on the application of cer­
tain of the general standards set forth in 
SSMAS no. 1, Definitions and Standards for 
MAS Practice, to MAS consultations.
□ Establishes certain technical standards ap­
plicable to MAS consultations.
□ Applies to MAS consultations occurring after 
May 1, 1983.
No. 2 (November 1982), MAS Engagements
□ Provides guidance on the application of cer­
tain of the standards set forth in SSMAS no. 1 
to MAS engagements.
□ Discusses the nature of MAS engagements, 
professional competence, planning and super­
vision, sufficient relevant data, role of the prac­
titioner, understanding with client, client 
benefit and communication of results in MAS 
engagements.
□ Applies to MAS engagements undertaken on or 
after May 1, 1983. □
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A Local Firm's Computer Lending Library
With microcomputer usage now commonplace, it is 
becoming critical that local firms also avail them­
selves of this technology. We first installed micro­
computers in our offices three years ago and found 
they resulted in substantially greater productivity. 
Not only do the systems allow us to accomplish such 
tasks as setting up 14-column worksheets quickly, 
but they also enable us to meet our clients needs for 
increasing amounts of information.
We came to the conclusion, earlier this year, that 
an accountant without a microcomputer today is in 
much the same position that an accountant without 
a calculator was some years ago. It was time for all 
of our employees to learn how to use one. The crucial 
question was how best to accomplish this.
After considering a number of options including 
buying computers in bulk and subsidizing part of 
the purchase price for employees, we decided to 
create a computer lending library. So far, we have 
spent about $15,000 on hardware, which is more 
than the firm would have spent using one of the 
other approaches. Moreover, this cost does not in­
clude the time spent by supervisors and staff to 
teach or participate in the lending programs com­
puter training workshops. A lending library, how­
ever, best met our requirements for a program that 
wouldn’t cost employees too much.
At present, attendance at a workshop is required 
of all employees who wish to participate in the li­
brary program. Workshops last for an entire day and 
we can train up to twelve employees at a time with 
two people to a machine. Rather than tie up our own 
microcomputers for this purpose, we utilize the 
training facility of our local computer vendor.
A workshop session covers basic system hardware 
and details about the computer operating system. 
The largest block of time, though, is devoted to 
teaching participants how to operate Lotus 1-2-3®, a 
spreadsheet program that is used extensively at our 
firm. Workshop participants have the opportunity 
to create their own templates and to take these dis­
kettes with them for use as a starting point when 
they borrow a machine from the library.
The library consists of four IBM-compatible port­
able computers which are equipped with operating 
software and Lotus 1-2-3®. The first step in activat­
ing the lending library was to invite staff members 
to sign up to borrow the computers for three-week 
periods. (We would hope to extend this time when 
all interested staff members have had a chance to 
borrow a machine.)
The offer generated considerable interest and over 
a quarter of the firm’s employees have already ac­
cepted it. We have high hopes that the enthusiasm of 
the initial participants will encourage others who 
may be apprehensive about using this equipment.
Some employees already have some microcom­
puter experience but not necessarily on IBM-com­
patible equipment. For example, one of our senior 
accountants has an Apple IIe at home. Many of our 
clients use IBM computers, however, and borrowing 
one of our compatibles gave him a chance to learn 
how to utilize software for these machines.
Others have no previous experience and find that 
learning to use a computer by constantly referring 
to the instruction manual is a laborious process. We 
hope the library program and workshops will help 
alleviate some of these problems.
We have about a dozen microcomputers and make 
extensive use of them, not only for client servicing 
but, also, in four particular areas of firm manage­
ment. For example, the firm previously used a ser­
vice bureau to maintain its tax calendar. Now, a tax 
calendar is maintained in each office on a 
microcomputer.
We believe in the philosophy that our own firm is 
our most important client and that we should em­
ploy effective management techniques that will 
help us realize our objectives. Accordingly, we main­
tain a firm budget using a spreadsheet program and 
a microcomputer. The budget is prepared annually 
on a month-by-month basis with actual perfor­
mance being entered monthly. We then analyze vari­
ances between budget and the prior year.
Regular contact of clients and referral sources is 
very important to us and to ensure that this is done, 
we use a microcomputer with a hard-disk drive. 
This enables us to maintain a data base on all clients 
that includes the name of the person to contact at 
those clients’ offices, their bankers, attorneys, refer­
ral sources and various people with whom they do 
business. We can conduct searches for different rela­
tionships, target specific people and access that 
data base from other locations.
Management workload analysis is the fourth area 
where we make extensive use of microcomputers. 
We maintain a record of each manager's client ac­
tivity (the fee volume, etc.) and analyze this data 
each month to monitor each one’s performance.
In connection with our scheduling function, we 
use a microcomputer to monitor the firm’s capacity. 
In addition to checking chargeable hours from 
period to period, as is traditional in CPA firms, we 
also monitor our performance versus our capacity. 
By budgeting vacations, holidays and sick days, we 
develop firm-capacity figures by time period. These 
statistics enable us to measure how well we are 
utilizing our professional staff. [7]
—by Ted M. Felix, CPA 
New York, New York
Practicing CPA, November 1984
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Fringe Benefits in CPA Firms
In today's increasingly competitive environment, it 
is vital that firms not only control the rising costs of 
fringe benefits but that they make sure the actual 
benefits are maximized. Fringe benefits should 
work to the mutual advantage of both firm and 
individual.
In an article in the September-October Harvard 
Business Review, Donald C. Flatten, chairman and 
chief executive of Chemical New York Corporation, 
noted certain goals that the bank adopted in a com­
prehensive review of its fringe benefit program. 
Basically, Mr. Flatten suggested that
□ Benefit costs should be about average for the 
firm's particular industry. While a firm should 
try to contain costs, it must be willing to spend 
enough on fringe benefits to remain competi­
tive in attracting top-quality employees.
□ Benefit funds should be used in imaginative 
ways to establish the firm as a leader in re­
sponding to employee needs. Developing bene­
fits with unusual features would likely be more 
effective in this respect than augmenting exist­
ing benefits.
□ The redesigned plan should make employees 
feel more secure. The plan should reward long 
service but still be attractive to younger em­
ployees and those who have specialized skills.
□ The plan should be tax effective and flexible. It 
should be designed to take into account the 
firms changing economic and competitive 
environment.
□ The benefit plan should be kept simple. Em­
ployees and prospective employees should be 
able to recognize its value easily.
Although Mr. Platten’s report was on a fringe-bene­
fits program at a large bank, it seems reasonable to 
assume that many of the concepts may be applicable 
to local CPA firms. Insight into what firms are doing 
in the area of fringe benefits can be obtained from 
the results of two surveys that were conducted last 
year.
While the survey conducted by Public Accounting 
Report may not be statistically valid, it clearly indi­
cates the trend in vacation weeks of the respondents. 
The predominant response was two weeks of vaca­
tion after one year of employment (84 percent). Re­
sponses on three weeks’ vacation were as follows: 
after five years, 38 percent; after six years, 2 percent; 
after seven years, 5 percent; after eight years, 4 
percent; and after ten years’ employment, 16 per­
cent. Few firms grant four weeks of vacation to em­
ployees (less than 17 percent). Partners, however, are 
granted four weeks of vacation at 30 percent of the 
responding firms.
Practicing CPA, November 1984
Few firms appear to have resolved to what extent 
vacation time can be accumulated and when to 
grant three weeks vacation. The last item may be­
come increasingly important as nearly every firm is 
presently granting two weeks’ vacation. Thus, to 
obtain a differential fringe benefit for vacation time 
would require a firm to examine its vacation policy, 
especially in terms of costs and staffing needs as 
they relate to local practice and employee morale.
A more detailed survey of 406 CPA firms was con­
ducted by CPA Administrative Report in 1983, which 
classified firms according to the number of staff 
employed (see exhibit I). The results generally indi­
cate that increased vacation time is at least partially 
a function of the size of the firm. To the extent that 
larger firms set the trend, three weeks of vacation 




Length 1-9 10-19 20-49 50 & over
(n = 406) (n = 99) (n = 135)(n = 116) (n = 56)
2 weeks after:
less than 1 year 5% 2% 9% 5%
1 year 50 60 67 77
2 years 37 31 19 14
3 weeks after:
less than 5 years 8 5 8 7
5 years 31 39 43 41
6-9 years 2 5 8 10
10 years 8 19 21 23
Other (based on hours 
worked, etc.) 8 7 5 4
Source: CPA Administrative Report, September 1983.
Most CPA firms provide some sort of paid sick 
leave. The majority of respondents provide from five 
to ten days per year, with the larger firms tending to 
have slightly more liberal policies than smaller 
firms. Again, a possibility exists that a competitive 
advantage or disadvantage may become increas­
ingly available.
Given the relatively long hours that accounting 
professionals work, the issue of compensation for 
the hours beyond a regular work week becomes im­
portant. While it is not possible to determine if firms 
pay overtime and utilize compensatory time, I be­
lieve many firms do have both plans available to 
their employees. As exhibit II shows, a high percent­
age of accounting staff are given compensatory time 
(from 44 percent to 71 percent) and some form of 
overtime (from 29 percent to 59 percent) by either 
being paid straight time or time and a half. In addi­
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50 & over 
(n = 56)
Compensatory time 
off (n = 406) 
Accounting staff 60% 44% 59% 71%
Administrative 




Straight time 18 32 40 45
Time and a half 11 18 12 14
Unspecified or 
bonus paid 31 22 23 25
Administrative 
staff:
Straight time 6 9 4
Time and a half 32 54 53 64
Unspecified or 
bonus paid 34 27 34 30
Source: CPA Administrative Report, September 1983.
tion, a number of firms pay a bonus or other unspeci­
fied compensation.
The results of the above surveys appear to provide 
evidence that a range of fringe benefits is made 
available in the respondent firms. There is, at a 
minimum, some indication that larger CPA firms 
provide slightly more liberal benefits.
While the data do not provide statistical validity 
and interpretive possibilities, readers may note that 
CPA firms do differentiate themselves with their 
fringe benefits. In fact, it is possible that fringe 
benefits may become an increasingly important and 
competitive weapon in recruiting and retaining pro­
fessional staff. □
—by Terry L. Campbell, DBA, CPA, CMA
School of Accounting
University of Central Florida
Orlando, Florida
Voted Most Likely to Succeed
An article in the October 1984 issue of the magazine 
Changing Times listed an accounting firm as one of 
the ten best choices for someone thinking of starting 
a new business venture. The magazine surveyed 
bankers, venture capitalists and Small Business Ad­
ministration consultants around the country as to 
which of more than a hundred common types of 
small businesses they thought most likely to suc­
ceed. Accounting firms were picked because it is 
thought that increasing complexity in the tax laws 
and competitive pressures on business firms have 
increased the need for accounting services.
The magazine thinks the outlook for new business 
ventures is good. Small-business employment and 
income rose and bankruptcies declined in the 
twelve months ending last September. Also, the 
number of business incorporations was at an all- 
time high.
Lack of capital can be a stumbling block to getting 
a new business running. However, service busi­
nesses, where the chief assets are the principals 
expertise, don’t usually require as much capital as, 
say, a business that must stock large inventories of 
merchandise.
In 1982, the Bank of America published a twenty­
page booklet, Establishing an Accounting Practice, 
that dealt with the basics of founding a CPA firm (see 
March 1983 issue). At that time, office equipment 
and furniture were estimated to cost between $8,190 
and $17,140. Licenses, professional fees, reference 
material and computer hardware and software 
would all be extra.
Most of the businesses listed in the exhibit below 
offer expectations of better-than-average return on 
investment. With a well-thought-out business plan, 
clients in those types of businesses should be able to 
obtain bank financing. Should this not be possible,
Exhibit









2. Accounting firms 45.9 15.5
3. Medical laboratories 23.0 7.0
4. Home-computer stores 31.4 4.5
5. Nursing homes 28.8 5.0
6. Medical and dental 
instrument companies
22.7 5.9




9. Electronic-supply stores n.a. n.a.
10. Management-consulting 27.7 4.8
firms
Source: Robert Morris Associates; home-computer stores 
figures supplied by Laventhol Horwath.
Practicing CPA, November 1984
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however, other sources of financing include the 
Small Business Administration (which will make 
some direct loans up to $500,000 and guarantee 
private financing up to 90 percent of a bank loan), 
small-business investment companies, minority-en­
terprise small-business investment companies and 
venture-capital companies. Other government 
agencies mentioned were the Commerce Depart­
ment’s Economic Development Administration and 
the Department of Agriculture's Farmers Home Ad­
ministration, which will provide loan guarantees in 
specialized situations.
Topics in the Bank of America booklet—one of a 
series of reports on managing professional prac­
tices—include office planning, personnel, manage­
ment, data processing and practice development. As 
well as a tabulation of equipment and furniture 
costs, the publication contains a cash flow pro­
jection chart and a checklist for setting up a 
practice.
Copies of the booklet are available at Bank of 
America branches or may be ordered by mail at $3 
per copy. Send a check or money order to Small 
Business Reporter, Bank of America, Department 
#3401, P.O. Box 37000, San Francisco, CA 94137.
For more ideas on helping clients in the manage­
ment of their businesses, practitioners might like to 
refer to the following articles from the Practicing
Poor Prospects
As well as picking businesses with the best 
chances of success, the survey participants 
also chose those they thought had the poorest 
prospects over the next six years. Based on 
factors such as vulnerability to changing eco­
nomic conditions and inability to provide suf­
ficient income in a poor economic climate, the 
choices, ranked with the most vulnerable first, 
are: restaurants, farm-equipment stores, inde­
pendent long-distance trucking companies, 
livestock feedlots, camper and trailer deal­
erships, bars and taverns, gasoline stations, 
meat-packing companies, wood-furniture 
manufacturing companies and barber and 
beauty-supply outlets.
CPA: “Providing Business Advice to Clients; Ex­
panding Your Capability” (August 1978); "Business 
Planning for Small Business Clients” (March and 
April 1979); "One Picture Is Worth a Thousand 
Words" (August 1980); “Graphics to Help Managers" 
(August 1982); “Computer-Generated Financial 
Ratios" (September 1982); "Computer-Generated 
Breakeven Analysis" (November 1982); “Ten Ways to 
Help Your Clients Succeed in Business” (December 
1982); “The SBA's PASS System” (May 1983). □
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